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A complete list of all the features that appeared in 
Sales & Marketing Management in 1981, 
including those in S&MM’s Surveys, Special Reports, 
and Special Sections; also, S&MM Short Takes, 
Barometers, Marketgraphs, Salesgraphs, Departments, 
and Reader's Postscripts. This index does not include 
S&MM's Significant Trends or Newsletters. 


Key to abbreviations 
SR Special Report 
SS Special Section 
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ADVERTISING 


Is This Any Way to Sell Industrial 
Tools? Mar. 16 12 

Minolta Trades a Star for a Disk 
Mar. 16, p. 18. 

4A’s Gives [tself an ‘A’. May 18, 


p. 14. 
Battle of the Beat Shoes. Sept. 14, 
p. 26. 


ADVERTISING—CAMPAIGNS 


P.S.: Proctor- .' Is Perking Up. 
Feb. 2, p. 
Is This Any Way to Sell 5) ay 
Pool Covers? May 18, p. 13. 
Marketers Play Ball, But.» ... Aug. 17, 


p. 12. 
You —" Be in Pictures! Sept. 14, 


38. 
Scott Takes the Low Road. Oct. 12, 


MSASssit. Nov. p. 52. 
Renault Shows ‘i ae Dec. 7, 
p. 27. 


ADVERTISING—COOPERATIVE 


A Man of Many Parts Reveals His 
Secret re Affair with NACON. 
Feb. 2, 

Why Co-op SR srcrtloss Apply a Double 
Standard to Newspapers and 
Broadcast. Apr. 6, p. 105. 

—— by Zip Helps Co-op 
Advertisers Get the Right Bite 
of the Big Apple. June 8, p. 77. 

The Co-op Connection. SS July 6, p. 45. 
Strengthening the Link Between 
Manufacturer and Retailer. 

Small Retailers Find All Sorts of 
Excuses for Not Using Co-op 
Funds. Aug. 17, p. 69. 

More Clout from Dealer Listings. 

Sept. 14, p. 14. 

Using Co-op Ads to Hit Key Markets 
with a Sunday Punch. Oct. 12, p. 87. 

At Last, the Grocery Trade Starts to 
Use Co-op Funds for Advertising. 
pec. 7, p. Tt. 


ADVERTISING—INDUSTRIAL 


Chilton Gets into Specifics. 
Apr. 6, p. 17. 
B/PAA Salutes the Pros. June 8, 
9 


p. 19. 
Industrial Ads Keep the Sales 
Current Flowing. SS June 8, p. 51. 





{OSI 


INDEX 


Industrial Ad Budgets Up— 
And Going Higher. 
How Loctite Scores with Multi 
Agency Teamwork. 
Sperry Vickers Puts Inquiries 
to Work. 
Canada on Guard. July 6, p. 25. 


ADVERTISING—MEDIA 


More Ads for Cable TV. Apr. 6, p. 14 
You Oughta Be in Pictures! Sept. 14, 
p. 38. 


APPAREL 

Battle of the Boat Shoes. Sept. 14, 

Woolrich Weaves Style with Tradition. 
Oct. 12, p. 40. 

Munsingwear’s Brief Encounter. Dec. 7, 
p. 19. 

AUDIOVISUAL 

AV Finds Its Niche. SS Feb. ?, p. 43. 


Marketers Learn to Rely on AV. 
American Saw Goes to the Videotape. 


Audiovisual Products and Accessories. 


Videodiscs at Blastoff Stage. 
June 8, p. 13. 

Areté’s —oe ae clopedia. 
Aug. 17, p. 


AUTOMATION 


It’s a Tough Sell A Find Jobs for 
Robots. Nov. . 35. 

NCR Banks on Fad ae Dec. 7, 
p. 21, 


AUTOMOBILES 


A Reward yn sapeny at Cadillac. 
Feb. 2, p. 18. 

Fleet Cars f9g2: Rise of the Mid-size SS. 
Oct. 12, p. 63. 
Getting fhe Most Out of Every 


Mile. 

Highlights of S&MM’s Sales-Car 
Survey. 

Why Xerox Gambled on 5,000 K-Cars 

Ford Offers Fleets a Life outside 
OPEC 


Renault Shows the Flag. Dec. 7, p. 27. 
Will Used-Car Buyers Nix Kicks for 
Pics? Dec. 7, p. 28. 


AWARDS 


S&MM’s Annual Awards Issue: Jan. 12 
Air Florida, Inc. 
Alucobond Material Div., 
Consolidated Aluminum 
American Bureau of Collections, Inc. 
Amweld Building Products 
Anixter Bros. 
Apple Computer, Inc. 
Brown-Forman Distillers Corp. 
Browning-Ferris Industries, Inc. 
Burdick, Inc., Industrial 
Chemicals Div. 
Caldor, Inc. 
Crown Industrial Products Co. 
Dana Industrial Marketing 
Faultless Starch/Bon Ami Co. 
General Electric Co., Lighting 
Business Group 
Gumout Div., Pennzoil Products Co. 
Ingersoll-Rand, Gas Compressor Group 
and Turbo Machinery roup 
Jartran Truck Rental 
Johnson Products Co., Inc. 
Key Pharmaceuticals, Inc. 
Kroy Industries 
MC! Communications Corp. 
Minnetonka, Inc. 
NBI, Inc. 
Peoples Drug Stores 
Plymouth, Inc. (SMD Industries, Inc.) 
Quasar Co., Div. of Matsushita Electric 
Corp. of America 
Qwip Systems, Div. of Exxon 
Enterprises, Inc. 
Sperry Corp. 
Steyr Daimler Puch of America Corp. 
Stihl, Inc. (Andreas Stihl) 
Stone Container Corp. 
Swingline Co. (American Brands) 
Texas International Airlines 
Waldenbooks 
Words from the Winners. Feb. 2, 
na s Selling with Data 1981. May ‘18, 
20. 


’ 


B/PAA Salutes the Pros. June 8, p. 19. 


BOOK PUBLISHING 
Rewriting the Book on Returns. Feb. 2, 


p. 14. 
New Tricks for an Old Almanac. 
Aug. 17, p. 18. 


CANADA 


Canada on Guard. July 6, p. 25. 

Canadian ag of Buying Power. 
July 27, p. D-1. 

Canadian MRropoliten Market 
Projections to 1985. Oct. 26, p. 269. 





COMMUNICATION 


Wave Your “i Sketch Those Ideas! 
Feb. 2, 


Let Your Sdies Paces Speak Up! 


Apr. 6, p. 50. 
Take a Letter, Plain and Simple. 
June 8, p. 37. 


COMPANY ARTICLES 
See also AWARDS 


A&W Beverages: A&W Goes for Higher 
Status. Apr. 6, p. 18. 

Aladdin Synergetics Puts a Bounty 
on Market Intelligence. Apr. 6, p. 66. 

American Airlines: Will AAirpass Pass 
the Test? Nov. 16, p. 23. 

American Optical/Vision Care: Vision 
Care Keeps Its Goals in Focus. 
Mar. 16, p. 23. 

American Saw Goes to the Videotape. 
Feb. 2, p. 46 

Anheuser-Busch: Busch’s Eagle Is 
No Barfly. Oct. 12, p. 16. 


Apple Computers: Come’n Get Your Apple, 


Teacher. Dec. 7, p. 18. 
Aspartame: Enter Aspartame. Sept. 14, 
23 


p. 23. 

Atari Goes to School. Nov. 16, p. 17. 

BTR Has a Word for It, ‘Charge!’ 
Apr. 6, p. 78. 

Balfour wey What It Preaches. 


Apr 
Bali Puts fe Pall Up Front. July 6, 


p. 15. 

Bemis Stretches a Point to Use 
Distributors. Feb. 2, p. 16. 

Bethlehem Steel Firms Its Grip. 
Sept. 14, p. 17. 

Bostik Tests Its Presel! Power. 
June 8, p. 12. 

Byers Restaurants Works from the 
Ground Up. Sept. 14, p. 14. 

Cadillac: A Rewar 4 Loyalty at 
Cadillac. Feb. 2, p. 18. 

Century Products: Is This Any Way to Sell 
Swimming Pool Covers? May 18, p. 13. 

Chilton Company Gets into Specifics. 
Apr. 6, p. 17 

Clark +3 quipment Co.: Clark’s Rodeo 
Lassos Buyers. Nov. 16, p. 15. 

Continental White Cap Promotes New 
Business. Nov. 16, p. 104. 

Control Data: They ‘StayWell’ at 
Control Data. May 18, 

Corning Process Systems: Fee Corning 
Process Systems Refused to Go Down 
the Tube. Feb. 2, 

Coulter Gets a Seeend Golaien. 
June 8, p. 36. 

Dana Corp.: The Dawn of Planning 
at Dana Corp. Dec. 7, p. 40 

Dosal Tobacco: Something from the 
Old Country. July 6, p. 15. 

EG Industries +e ' — of 
Unity. Nov. 16, 

Energy Clinic Cor Pitnding Sales 
in Other Puephe’ s Misery. Mar. 16, 
p. 13. 

Farrell Lines Sets Its Sales. Aug. 17, 


Fasson Meets with an Incentive. 
Nov. 16, p. 82. 

General Electric: ee hy GE in the 
Chips. Feb. 2, 

Geiinenl’ Electric Wades into 
Microwave. July 6, p. 14. 

General Electric Aims for the D-I-Y 
Gang. Dec. 7, p. 24. 

Georgia-Pacific Sweetens Its Marketing 
Mix. Sept. 14, p. 98. 


Gerber Products: The Sales Force Has a 
Big Say at Gerber. Dec. 7, p. 63. 
Giddings & Lewis: Giddings Tools 
Up to — in a Recession. 
Dec. 7, p. 18. 
ies No Sweat, Gillette. 
31. 


Greer ay. Ed a How They Monitor 
Planning at Greer Hydraulics. 
Dec. 7, p. 51 

Hammarplast Isn’t Just Plastic 
Anymore. July 6, p. 14. 

Hewlett-Packard Takes the Message 
to the Meeting. Nov. 16, p. 94. 

IBM Flouts * Own Marketing Rules. 
Sept. 14, p. 18. 

Jacobsen al the One- Step. 

7, p. 18 

John oniink Scores with Recognition. 
Sept. 14, p. 113. 

Kirby: Cleaning House at Kirby. 

Sept. 14, p. 21. 

Knotts: A New Twist at Knoits. 
Oct. 12, p. 27. 

Lenox Sets a New Place at Its Table. 
Oct. 12, p. 26. 

Loctite: How Loctite Scores with Multi 
Agency Teamwork. June 8, p. 54. 

Lee Frills Pay Off for Lunds. 

Sept. 14, p. 21. 

Mead a Lays It on the Line. 
Apr. 6, p. 42. 

Metpath Clones a Sales Force. 
Feb. 2, p. 18. 

Miller “hoch Co.: How Miller 
Brews a Distributor Meeting. 
Nov. 16, p. 112 

Minolta Trades a Star for a Disk. 
Mar. 16, p. 18. 

Minolta Finds a Home in Montreal. 
Nov. 16, p. 120. 

a: Brief Encounter. 

Dec. 7, 9: 

NCR <4 on Supermarkets. 
Dec. 7, p. 21. 

Norton: Aa ‘800 Number Keeps Norton’s 
Leads Hot. Mar. 16, p. 21. 

Norwich-Eaton Checks into the 
Hospital. Apr. 6, p. 14. 

Oscar Mayer Slices It Differently. 
June 8, p. 12. 

Panasonic’s Little Link. 

Dec. 7, p. 28. 

Pennsylvania Dutch Co.: First 
Pennsylvania, Then the Nation. 
Aug. 17, p. 16. 

Pillsbury: Ole! For Pillsbury’s 
Packaging. Mar. 16, p. 70. 

Proctor-Silex: P.S.: Proctor-Silex 
Is Perking Up. Feb. 2, p. 10. 

Provident Life: T=sting Insures Success 
for Provident Life. Mar. 16, p. 74. 

Quaker Oats: No Wrong Numbers for 
Quaker Oats. Nov. 16, p. 15. 

Renault Shows the Flag. Dec. 7, p. 27. 

Rust Craft Dials-a-Sale. June 8, 


p. 12 

Schaper Toys: Don’t Play with Price 
Points. Mar. 16, p. 21. 

Scott Paper: Scott Takes the Low 
Road. Oct. 12, 

Signode Corp.: At | aA Field 
Salespeople Play a Key Role in 


Tracking Competitors. Mar. 16, p. 90. 


Signode iy How Signode “9 Does 
It, Step-by-Step. Dec. 7, ae 
Sony Aims for A Direct Hit. May ‘18, 


p. £4. 
Sony: Smile, and Say Mavica. Dec. 7, 


p. 24. 

Spaghetti Pot: A Spicy Alternative. 
Sept. 14, p. 15. 

Sperry Vickers Puts Inquiries to Work. 
June 8, p. 66. 


Starview Corp. Finds Sales in a Dish. 
Sept. 14, p. 22. 

i ig Comes On Like ‘Gang Boxes’. 

ar. 16, p. 

Sunmaster: y Place in the Sun for 
Sunmaster. Feb. 2, p. 10. 

Tabasco Pours It On. Dec. 7, p. 19. 

Tandy Corp.: — a Behemoth. 
Oct. 12, p 

3M Co.: ‘Try Sachin That Copier 
with Our =— Tape, Sir. 
May 18, p 

TWA: Swept = by TWA. Apr. 6, p. 20. 

Woolrich, Weaves Style with 
Tradition. Oct. 12, p. 40. 

Worth Sports Scores with Day-Glo 
Colors. Mar. 16, p. 82. 

Yardley Tries Harder for Liquid Soap. 
May 18, p. 10. 


COMPENSATION 


A Modest ray for 1981 Grads. 
Feb. 2 11 

S&MM’s T08i Survey of Selling Costs. 
Feb. 23, »p. 5 

A — Of ha Cold Cash. Mar. 16, 


li 
Nothing Can Compensate for a Poor 
Organizational Climate. Mar. 16, 


p. 112. 

The Higher Cost of Relocating 
Salespeople. June 8, p. 26. 

S&MM’s Annual Survey of Executive 
Compensation, Part 1. Aug. 17, 


p. 49. 
S&MM’s Annual Survey of Executive 
Compensation, Part 2. Sept. 14, 
42 


Multiple Commission Rates Break Down 
When Pay Levels Hit the ‘Comfort 
Zone’. Oct. 12, p. 98. 

Using Bonuses to Inspire Sharper 
Sales Forecasts Is a Risky 
Assignment. Dec. 7, p. 90. 


COMPUTERS 
Thoroughly Modern Marriage. Apr. 6, 


p. 15. 
Mead Data Lays It on the Line. 
Apr. 6, p. 42. 
Easing a Salesperson’s Burden 
May 18, 
—— ‘Onttine Personal. May 18, 


Talk ‘About "4 Productivity! 
July 6, p. 

Giving Sales Gah a Leading Edge. 
Sept. 14, p. 35. 

Future-Shop: Buying by Computer. 
Oct. 12, p. 17. 

The Wired “4 Boon or Bane? 
Oct. 12, p. 

Outflanking a ascii Oct. 12, p. 25. 

Atari Goes to School. Nov. 16, p. 17. 

Computers Find New Quarters. 
Nov. 16, p. 18. 

It’s a Tough gail to =~. pres for 
Robots. Nov. 16, p 

Come’n Get Your poh ay ‘Teacher. 
Dec. 7, p. 18. 

Meet Your [atch—Or the Plumber. 
Dec. 7, 

Panasonic’s Fr ittle Link. Dec. 7, p. 28. 


CONSUMER 
See MARKETING—CONSUMER 








CUSTOMER SERVICE & 
CUSTOMER RELATIONS 


A&W Goes for Higher Status. Apr. 6, 


p. 18. 
If You Don’t Like the Image of 
“ae Do Something! Apr. 6, 
11 


It’s Fime t to Take a Hard Look at 
Helter Skelter Telephoning. 
May 18, p. 92. 

Byers Works from the Ground Up. 
Sept. 14, p. 14. 


DISTRIBUTION 


A Place in the Sun for Sunmaster. 
Feb. 2, p. 10. 

Bemis Stretches a Point to Use 
Distributors. Feb. 2, p. 16. 

A Need for Marketing. June 8, p. 19. 

Making Distributors into Believers. 
Aug. 17, p. 12. 

Cleaning House at Kirby. Sept. 14, 
p. 21. 


ECONOMICS 
L.A.’s Garage Sale System, Oct. 12, 
22 


Wait ‘Til (Next) Christmas. Dec. 7, 
p. 22. 


ELECTRONICS 
Putting GE in the Chips. Feb. 2, 
1 


p. 

Electronics: ‘<a for the Winners. 
July 6 

war the Gay Will Fall. Nov. 16, 


18. 
No ene Kong Blues. Nov. 16, p. 42. 


ENERGY 


A Place in my Sun for Sunmaster. 
Feb. 2, p. 10. 

Finding Salen} in Other People’s 
Misery. Mar. 16, p. 13. 

A Fired-Up Market for Fuel Savings. 
May 18, p. 29. 

Energy: Saved by the System. 
July 6, p. 20. 

rr ‘ete Pay Later? Aug. 17, 


‘Mud Men’ Strike Marketing. 
Oct. 12, p. 35. 


FITNESS 
Start Warming Up Now. Apr. 6, 
23 


Executive Fitness—Shape Up! SR 
May 18, p. 53. 
How to Make It a Habit. 
They ‘Stay Well’ at Control Data. 
Life in the Fast Lane. 
Time for Exercising. 
Fitness: Where the Action Is. 
You Are What You Eat. 
Smoking: To Give It Up, Step Down. 
Teaching Management. . 
First Aid for Stress. 
Forging Chains for Health Gear. 
Dec. 7, p. 22. 


. and Fitness. 


FOOD & BEVERAGE 


You Are What You Eat. May 18, p. 72. 
Take That, “a and Pabst. 

July 6 17. 
Byers Works from Ground Up. 

Sept. 14, p. 14. 
A Spicy Alternative. Sept. 14, i 15. 
Enter Aspartame. Sept. 14, p. 23. 
Busch’s Eagle Is No “Barfly. 

Oct. 12, p. 16. 
A New Twist at Knotts. Oct. 12, 


is, 27. 
Ferment in the Wine Market. 
Nov. 16, p. 39. 


GOVERNMENT 


Close Shave for Robinson-Patman. 
Mar. 16, p. 13. 

Scandal at the PX: Marketers Go 
AWOL. Mar. 16, p. 30. 

The IRS Makes Meetings Less Taxing. 
May 18, p. 10. 

Naming Names. June 8, p. 13. 

A Nest of Corruption. June 8, p. 15. 

A Hazardous Time for Product Safety. 
July 6, p. 14. 

Reagan and ag oon Elephant. 
Oct. 12, p 

On the New Rhie?’s Desk: The L.A. 
Times, Nov. 16, p. 14. 


HOUSEHOLD PRODUCTS & 
FURNISHINGS 


P.S.: Proctor-Silex Is Perking Up. 
Feb. 2, p. 10. 

Clean a, and : on Skies. 
Aug. 

No haeek, * Giflette. Aug. 17, p. 31. 

GE Aims for the D-I-Y Gang. 
Dec. 7, p. 24. 


INCENTIVES 
See also MOTIVATION or 
SALES PROMOTIONS 


A Mixed Bag for Marketers. Mar. 16, 


p. 16. 
Vision Care Keeps Its Goals in 
Focus. Mar. 16, p. 23. 
Getting Ahead with Incentives. SS 
Apr. 6, p. 57 
Inspiration at the Right Price. 
Aladdin Puts a Bounty on Market 
Intelligence. 
How to Time Incentives for 
Best Results. 
BTR Has a Word for It: ‘Charge!’ 
Balfour Practices What It Preaches. 
Incentives Can Unlock 
Self-motivation. 
Send Them in Style. July 6, p. 18. 
Sales Incentives Get the Job as SS. 
Sept. 14, p. 67. 
An S&MM Roundtable Explores the 
Power of Incentives. 
Georgia-Pacific Sweetens Its 
Marketing Mix. 
John Hancock Scores with 
Recognition. 
~~ Bucks’ Instant Dough. Oct. 12, 


Of i and Ducks. Nov. 16, P. 24. 
Hot Time for an Old-Timer. Dec. 7 
p. 21. 


Unies Bonuses to Inspire Sharper Sales 
orecasts Is a Risky Assignment. 
Dec. 7, p 


Fasson Meets with an Incentive. 
Nov. 16, p. 82. 


INDUSTRIAL 
See MARKETING—INDUSTRIAL 


INTERNATIONAL 


June 8 
American Samurai. Oct. 12, p. 45. 
No Hong Kong Blues. Nov. 16, p. 42. 


Washington Gets Its WITS Together. 
5. 


JAUNDICED EYE 


Salesperson Bites Jet-Setter. 
Feb. 2, p. 40. 
Reagan Country for Sale. Mar. 16, 
94 


p. 94. 

The Day Sam Was Sold on Science. 
Apr. 6, p. 38 

ase 2 M prog But Never a Pedaller. 
Ma p. 63. 

Cathy elle Happily Ever After. 
June 8, p. 

Selling to i ctve (and Vice Versa). 
July 6, p. 23. 

An Open Letter. Sept. ‘4, p. 22. 

Getting a Taste of Selling. 
Oct. 12, p. 26. 

Look Out for Reg. 05856472-LES. 
Nov. 16, p. 60. 

Ah, to Have a Plan, Now That Decision 
Time Is Here. Dec. 7, p. 53. 


MANAGEMENT 
See MARKETING MANAGEMENT 


MANUFACTURER’S 
REPRESENTATIVES 

See SALES—INDEPENDENT 
SALES FORCE 


MARKETING 


Scandal at the PX: Marketers Go 
AWOL. Mar. 16, p. 30. 

Time Is Running Out for Executives 
Still Flirting with the Marketing 
Concept. Mar. 16, p. 102. 

Two Big Guns Take a Shot at the Tube. 
Apr. 6, p. 1 

Dosal _ Something from the 
Old Country. July 6, p. 15. 

Selling Water By the River. July 6 

p. 35 


No | new Gillette. Aug. 17, p. 31. 

IBM Flouts Its “a Marketing Rules. 
Sept. 14, ee 

Giving Sales Leads a Leading Edge. 
Sept. 14, p. 35. 

Scott _ the Low Road. Oct. 12, 


Health ¢ Care Calling. Oct. 12, p. 22. 
A New Twist at Knotts. Oct. 13, p. 27. 
Banking on the Affluent. Nov. 16, p. 14. 
Atari Goes to School. Nov. 16, p. 17. 
A Frantic Sell for Relaxation. 

Nov. 16, p. 23. 
Will Rhbgees Pass the Test? 

Nov. 16, p. 23. 














mig =e ed : al Encounter. 
Dec. 7, 4 ew 
Marketing lanning: How to Get 
There from Here. SR Dec. 7, p. 35. 
mt for Marketing Planning. 


The Dawn of Planning at Dana Corp. 


Computers That Plan. 

How to Discover What Your 
Salespeople Are Planning 
(and Doing). 

How They Monitor Planning at 
Greer Hydraulics. 

Planning the Marketing Plan. 

How Signode Corp. Does It, 
Step- Step. 

Using S&MM's s Surveys to Define 
Tomorrow Today. 

Inside the Information Centers. 

The Sales Force Has a Big Say 
at Gerber’s. 

For Further Reference: A selected 
Bibliography. 


MARKETING—CONSUMER 


Schaper: Don’t Play with Price 
Points. Mar. 16, p. 21. 
a uP Blacks and Hispanics. 


eae = Silt the Big Draw. 
May 1 
A Significant Tarn for Blacks. 
July 6, p. 18. 
—— Lege within a Market. 
July p. A-3 
Blacks: % Meet That? s Beginning 
to Fragment. July 27, p. A-35. 
Suburbs Still Have It. Aug. HM, p. 15. 
You Oughta Be in Pictures. 
Sept. 14, p. 38. 
Multiple Consumers: Where One 
Isn’t Enough. Sept. 14, p. 41. 
Exit the Sounds of Silence. Oct. 12, 
16 


p. 16. 
Teens with $35 Billion. Oct. 12, p. 2 
Woolrich 130 a Style with Tradition. 
Oct. 40. 
A Frantic ‘Sci for Relaxation. 
Nov. 16, p. 23. 
Ferment in the Wine Market. 
Nov. 16, p. 39. 
Smile, and Say Mavica. Dec. 7, p. 24. 


MARKETING—INDUSTRIAL 


Bemis Stretches a Point to Use 
Distributors. Feb. 2, p. 16. 
Helping Jobbers Do the Job. 
Mar. 16, p. 22. 
S&MM’s 1981 Survey of industrial 
Purchasing Power. Apr. 27. 
How Prospecting for Profitable 
Sales Pays. 
Managing in Real-Time. 
What Is This Thing Called SIC? 
U.S. Plant and Shipments Totals 
for 4-Digit Manufacturing 
Industries. 
1981 Survey County-by-County 
Totals. 
A Need for Marketing. June 8, p. 19. 
Industrial Ads Keep the Sales 
Current Flowing. SS June 8, p. 51. 
Industrial Ad eases Up 
—and Goin 
How Loctite Scores with Multi 
Agency Teamwork. 
ay! hs Vickers Puts Inquiries 


The Open Road Gets Bumpy. July 6 
p. 31. 


Making Distributors into Believers 


ug 2%, Th Be 

Want Consumer Data? Uncle Sam 
Wants You. Sept. 14, p. 15. 

Bethlehem Firms Its Grip. 


Sept. 14, p. 17. 
“Mud Men’ Strike Marketing. 
Oct. 12 


Ringing Up  Fedastrial Sales by 
Phone. Oct. 12, p. 50. 

Clark’s ‘Rodeo’ Lassos Buyers. 
Nov. 

Giddings Tacks U, Up to Diversify 
in a Recession. Dec. 7, p. 18. 


MARKETING MANAGEMENT 
See also SALES MANAGEMENT 


How Corning Process Systems Refused 
to Go Down the Tube. Feb. 2, p. 25. 
What Is a District Manager? Apr. 6, 


p. 54. 

‘Try Patching That Copier with Our 
Scotch Tape, Sir.’ May 18, p. 38. 

Hammarplast Isn’t Just + a 
Anymore. July 6 

Come’n Get Your Apple, Ti Teacher. 
Dec. 7. p. 18. 


MARKETING RESEARCH 


Advice to Those Putting Together 
Their First Research Budget: 
Be Crafty. Apr. 6, p. 110. 

Working with Researchers Goes 
Best When You Treat Them Like 
Professionals. Sept. 14, p. 147. 

Being Your Own Marketing Researcher 
Is Not As Difficult As It Sounds. 
Nov. 16, p. 133. 

Tabasco Pours It On. Dec. 7, p. 19. 


MARKETS AT A GLANCE 
Suburbs Still the Big Draw. May 18, 
p. 22. 
_—— Metros: Ups and Downs. June 8, 
2. 
A Significant Turn for Blacks. 
18. 
Suburbs Y Sil B Have It, Aug. 17, p. 15. 
Asiatics i 7 ye American Dream. 
Sept. 14, p. 26. 


The Secibwrnn Gets on the Job. 
Nov. 16, p. 23. 


MARKETS—AGRICULTURAL 
It’s Up, Down on the Farm. Apr. 6, 
p. 31. 


MEDIA 
See also ADVERTISING—MEDIA 
More Ads for Cable TV. Apr. 6, p. 14. 


You Oughta Be in Pictures. 
Sept. 14, p. 38. 


MEDICAL & 
DRUG INDUSTRIES 
Self-Care’s Do- ~ meres Boom. 


Sept. med oY 
Health Care alling. Oct. 12, p. 22. 


MEETINGS 
See SALES MEETINGS 


MERCHANDISING 


First eee Then the Nation. 
Aug. 17 1 
meeps p> for an Old Almanac. 
18. 
MSASS$H. Nov. 16, p. 52. 


MOTIVATION 
See also INCENTIVES or 
SALES PROMOTIONS 


= yey Get the Job Done. SS 
ept. 1 
An S&MM Roundtable Explores the 
Power of Incentives. 
Georgia-Pacific Sweetens Its 
Marketing Mix. 


John Hancock Scores with Recognition. 


Hot Time for an Old-Timer. Dec. 7, 


Using Bonuses to Inspire Sharper 
Sales Forecasts Is a Risky 
Assignment. Dec. 7, p. 90. 


NEW PRODUCTS 


Yardley Tries Harder for Liquid 
Soap. May 18, p. 10. 
Areté’s Talking Encyclopedia. 
Aug. 17, p. 13. 
A Fantastic Seller. Aug. 17, p. 20. 
Enter Aspartame. Sept. 14, p. 23. 
Busch’s Eagle Is No Barfly. 
Oct. 12, p. 16. 
Exit the Sounds of Silence. 
Oct. 12, p. 16. 
Smile, and Say Mavica. Dec. 7, p. 24. 


NEWSPAPERS 
See also ADVERTISING—MEDIA 
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